A Research on LD Company Sales Training System Based on Competency Model by 李月影
 
学校编码：10384                               分类号      密级        







硕  士  学  位  论  文 
 
LD 公司销售团队基于胜任力模型的培训体系研究 
A Research on LD Company Sales Training System  




指导教师姓名： 吴文华   教 授
专  业  名  称： 工商管理(MBA)
论文提交日期： 2014 年  7   月
论文答辩时间： 2014 年  8  月
学位授予日期： 2014 年     月
  
 
答辩委员会主席：           
评    阅    人：           
 
    

























































































































另外，该学位论文为（                            ）课题（组）
的研究成果，获得（               ）课题（组）经费或实验室的
















































（     ）1.经厦门大学保密委员会审查核定的保密学位论文，
于   年  月  日解密，解密后适用上述授权。 







                             声明人（签名）： 












































































With the advent of the era of knowledge economy, the competition between 
Chinese enterprises from the initial product development to capital management 
competition, and gradually developed into intellectual capital competition, the value 
of human resources has become an important symbol of measure enterprise overall 
competitiveness. In mid and late 20th century, the research achievements of Harvard 
University professor David C. McClelland -"competency model", triggered a 
revolution in the field of human resources. Many enterprises reconstructed a new 
human resources management system. It provides a new angle of view and an 
effective tool for the enterprise human resources management practice. 
   LD （China） Company Ltd. is the Asian R & D, manufacturing, sales and 
service base of LD Material Handling. With the expansion of the market, and the 
needs of company development strategy, how to develop the sales’ ability and talent 
development have become one of the most important issues. As LD sales people 
scattered all over the country, sales training have many challenges, as well as most 
of the domestic enterprise. How can we improve the comprehensive ability of sales 
more effectively, and develop high performance sales staff? 
   This article will combine the enterprise existing training system, analyze the 
existing training program, and reference of domestic and foreign advanced theory 
and practice cases, through the analysis of the competency model to construct the 
LD company sales team training system. This article summarized the research, 
method and structure of competency model theory, and combined with LD 
company's strategic goal and the training status.  With sales staff as the research 
object, through behavioral event interview (EBI) method and questionnaire 
investigation to analysis the competency of sales staff, and then build up the sales 
competency model. Based on the competency model, and finally build up the LD 
sales training system. Hope to provide a reference for relevant enterprises in the 
aspect of training system reform.  
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